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PROBLEM DEFINITION 
 
According to a CUNA report the average age of credit union members is 53 years old. The future 
of credit unions is dependent on our ability to attract and retain the millennial and Gen Z 
members. A recent survey found only 26% of Gen Z and 14% of Millennials use credit unions.  

Gen Z is rapidly becoming known as the most entrepreneurial generation ever, with 62 percent 
of Gen Z’ers indicating they have started—or intend to start—their own business. In addition 
nearly half of Gen Z, have numerous side hustles, compared to 34% of small business owners. 
And those who have already started down this path are not only embracing entrepreneurship but 
also transforming it with unique approaches to brand building, upskilling and operations.  
 
In addition, Millennials see entrepreneurship as a natural path and not just a career choice but a 
lifestyle. With 56% of millennials saying entrepreneurship is a long-term goal. However 42% of 
respondents said they lacked the financial means to start their own business. 
 
Drilling down even more to a specific segment of Millennials and Gen Z, DACA recipients or also 
known as Dreamers number over 136,000 in the Cornerstone region; and are starting 
businesses at twice the rate of the general population.   
 
One avenue for appealing to these young consumers is to provide assistance, education and 
funding to start new businesses.  
 
From this research, our team developed the problem statement, “How might we assist the 
underbanked start down the path to business ownership?” 
 
INNOVATIVE SOLUTION 
 
Business in a Box is a tool for entrepreneurs to leverage their existing relationships with their 
trusted credit union and develop their small business. Rather than searching for information on 
their own, entrepreneurs will be able to partner with a credit union to formalize their vision. 
Business in a Box is a journey mapping for a small business. It takes an entrepreneur’s vision 
and proven idea and formalizes their plans with a path forward for success. Ultimately, when an 
entrepreneur completes the Business in a Box journey, the credit union will be able to provide a 
grant to support startup expenses.  
 
PROTOTYPE 
 
Business in a box will be a white-label product set. Individual credit unions will be able to 
customize the documents to their own brand. This customization will allow for entrepreneurs to 
feel a seamless integration of Business in a Box with the other documentation from the credit 
union.  
 



3 
 

   

 

 



4 
 

   
 

  

 
 



5 
 

  

 

 



6 
 

   
 

  

 
 
 
 



7 
 

TESTING AND RESULTS 
 
There were two approaches in two rounds in testing the Business in a Box model. First, an in-
person focus group of 13 was held with small business owners and entrepreneurs in the DFW 
area. This initial study allowed time to gather data on which areas needed the most focus, what 
our final model should resemble, an emphasis on individual mentorship, and how external 
resources would factor into the journey.  
 
Second, a survey was sent out to credit union senior leadership to gauge interest in supporting 
the Business in a Box concept. The results are as follows: 
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Lastly, a final focus group of 11 was held with a mix of the same participants and new 
participants. Our model was presented for final thoughts and feedback was gathered on 
adjustments to be made. Based on this feedback, Business in a Box was finalized.  
 
 
 
BUSINESS MODEL AND PROFORMA 
 
Business in a Box is a technology platform with a subscription-based pricing model. The 
Proforma Income Statement based on assumptions for subscriptions is attached on the next 
page.  
 
   
 
  
 
 



Pro-Forma Income Statement
BizBox, LLC

For 2023 through 2026

REVENUE 2023 2024 2025 2026
Total Subscribers 12 60 180 360
Platform Subscription Fee 12,000$          12,000$          12,000$           14,000$           
Subscription Revenue 144,000$        720,000$        2,160,000$      5,040,000$      

Less Returns and Allowances (2,160.00)$      (10,800.00)$    (32,400.00)$     (75,600.00)$     
Net Revenue 141,840$      709,200$      2,127,600$    4,964,400$    

OPERATING EXPENSES
Sales and Marketing

Salaries and wages 240,000$        240,000$        320,000$         320,000$         
Commissions 14,400$          72,000$          216,000$         504,000$         
Advertising 150,000$        200,000$        300,000$         300,000$         
Other -$                  -$                  -$                   -$                   

Total Sales and Marketing Expenses 404,400$        512,000$        836,000$         1,124,000$      

Platform Development and Support
Salaries and Wages 350,000$        350,000$        350,000$         400,000$         
Professional Services 300,000$        200,000$        100,000$         50,000$           
Software License Fees 10,000$          10,000$          10,000$           10,000$           
Partner Content Licensing Fees 5,000$            10,000$          20,000$           40,000$           
Hosting Fees 4,000$            4,500$            5,000$            6,000$            

Total Development and Support Expenses 669,000$        574,500$        485,000$         506,000$         

General and Administrative
Salaries and Wages 100,000$        150,000$        200,000$         300,000$         
Employee Benefits 38,250$          42,500$          46,750$           59,500$           
Payroll Taxes 49,500$          55,000$          60,500$           77,000$           
Insurance 800$              900$              1,000$            1,000$            
Rent -$                  -$                  -$                   -$                   
Utilities -$                  -$                  -$                   -$                   
Depreciation and Amortization -$                  -$                  -$                   -$                   
Office Supplies 2,000$            2,000$            2,000$            2,000$            
Travel and Meals 20,000$          40,000$          50,000$           50,000$           
Postage 2,000$            2,000$            3,000$            4,000$            
Interest -$                  -$                  -$                   -$                   
Furniture and Equipment 10,000$          7,500$            5,000$            2,500$            

Total General and Administrative Expenses 222,550$        299,900$        368,250$         496,000$         

Total Operating Expenses 1,295,950$     1,386,400$     1,689,250$      2,126,000$      

Net Income Before Taxes (1,154,110)$    (677,200)$       438,350$         2,838,400$      
Taxes on Income -$                  -$                  92,054$           596,064$         

NET INCOME (LOSS) (1,154,110)$    (677,200)$       346,297$         2,242,336$      



10 
 

OPERATIONAL AND OTHER CONSIDERATIONS 
 
Business in a Box can be initially launched with simple updates to a credit union’s existing digital 
presence by outlining the program, benefits, requirements and contacts. The built-out digital 
experience discussed in the presentation could be implemented at a later date after the program 
gains momentum and the credit union needs an automated solution to pre-review consumers 
interested in the Business in a Box program. 

In addition to building out the digital presence, the credit union should consider creating a new 
lending program for ITIN borrowers, taking the following items into consideration.  

 Are ITIN holders eligible for membership? If not, involve the Compliance department to 
identify membership eligibility requirements and any special reporting needs.  

 Should a pool of funds be set aside for program, along with establishing program goals of 
how many members should be helped by the program?  

 What types of businesses will be eligible for funding. Do these businesses have assets, 
inventory or physical property? 

 In addition to requiring a business plan, what other factors will be evaluated when making 
the decision to build a business relationship with the member? Will the credit union consider 
the length of time the ITIN holder has been a resident in the state, when the ITIN was 
obtained and the number of years in which taxes have been filed? Does the ITIN holder have 
a green card and is it renewable? Has the business itself obtained the appropriate state 
business licenses and is the business paying taxes?  

 Should changes be made to the lending policy and underwriting criteria to mitigate risk and 
reduce loss? What non-traditional credit reporting can be reviewed and what other collateral, 
such as a vehicle, is available to offset the risk?  

 Should a special provision for loan loss be created to track losses associated with the 
program? What process changes can Collections make to reduce potential losses?  

 What LOS and core system updates are needed to support the program? Are new product 
codes setup to track program performance? 

 Which department or individual in the credit union will be responsible for owning the 
relationship, providing account oversight and making site visits to track the businesses 
performance? Does the credit union have the talent to fill this role or will training or another 
resource be required? 

 What or federal programs are available that could enhance the program or reduce the risk by 
partnering for writing?  

 What other services will be offered with the program (credit building, financial planning, 
business mentor)? Will the credit union create a community site or host community 
gatherings for the business owners? 

 Who will be the face of the program to the community? How will the program be marketed? 
Will the credit union partner with their local chamber or other groups such as Score to 
provide business counseling?   

 
CALL TO ACTION AND NEXT STEPS 
 
We are seeking an initial investment to develop the platform for Business in a Box as well as 
credit union partners to run Business in a Box on a trial basis with select entrepreneurs.  



ABOUT FILENE  
  

Filene Research Institute is an independent, consumer finance think and do tank. We are dedicated to 
scientific and thoughtful analysis about issues affecting the future of credit unions, retail banking, and 
cooperative finance.  
  
Deeply embedded in the credit union tradition is an ongoing search for better ways to understand and 
serve credit union members. Open inquiry, the free flow of ideas, and debate are essential parts of the 
true democratic process. Since 1989, through Filene, leading scholars and thinkers have analyzed 
managerial problems, public policy questions, and consumer needs for the benefit of the credit union 
system. We workw to strengthen organizations through cutting-edge research, incubation opportunities 
to test and scale solutions, advisory services to help organizations implement innovation, and host 
communities and events to connect a community of leaders to improve financial well-being. 
 
We live by the famous words of our namesake, credit union and retail pioneer Edward A. Filene: 
“Progress is the constant replacing of the best there is with something still better.” Together, Filene and 
our supporters seek progress for credit unions by challenging the status quo, thinking differently, 
looking outside, asking and answering tough questions, and collaborating with like-minded 
organizations.  
  
Filene is a 501(c)(3) nonprofit organization. Nearly 1,000 members make our body of work possible. 
Learn more at filene.org.  

 

ABOUT CORNERSTONE LEAGUE 
 

Cornerstone League is a regional credit union trade association, serving approximately 500 credit unions 
in Arkansas, Oklahoma, and Texas. Cornerstone exists to advance the success of credit unions in the 
region through legislative and grassroots advocacy; regulatory and compliance support; training, 
educational, and networking opportunities; essential communications about news and information 
affecting the credit union industry; and products and services developed to meet operational and 
strategic needs of credit unions. For more information, visit cornerstoneleague.coop. 

 

https://filene.org/
https://nam04.safelinks.protection.outlook.com/?url=http%3A%2F%2Fwww.cornerstoneleague.coop%2F&data=05%7C01%7C%7Ccd6506a7b104430ed39408da85338f3f%7C9d24ebae3a914331a95ece61d9c89b65%7C0%7C1%7C637968753779252981%7CUnknown%7CTWFpbGZsb3d8eyJWIjoiMC4wLjAwMDAiLCJQIjoiV2luMzIiLCJBTiI6Ik1haWwiLCJXVCI6Mn0%3D%7C2000%7C%7C%7C&sdata=5C4mugm%2B84w2szvTLL%2Bdu08A%2Fo6nmbT0%2FdA1ilzs2Go%3D&reserved=0

